





ID ARTICLE INDEX—JANUARY TO JUNE, 1975 


Special Reports Pg. 
Trends: 1975 and beyond January 33 
Profitmaker/Industrial coatings January 39 
Where are the new opportunities? ..February 35 
Profitmaker/Production tools & 
accessories 
29th Annual Survey of Distributor 
Operations—1974 
Profitmaker/Fasteners 
Insight ‘75: How distributors buy 
Profitmaker/Material handling 
Profitmaker/Bearings 
Profitmaker/Electrical-Electronics 


February 43 


March 31 
March 45 
April 33 
April 39 


ideas For Management 


Hotline/LIFO resurfaces as 
tax deadline nears 
Programmed experience—or, how 
to grow your own executives 
Hotline/Clout in Washington is new 
distributors’ goal 
Hotline/No threat-for now in order 
cancelations 
Build a management bookshelf: 
books for 1975 
Hotline/Tight money snags 
distributor borrowing 
Hotline/Prices holding steady; 
no price cuts seen 
Acquisition & Mergers: 1975 
Part 1: How to buy a company for next 
to nothing 
Part 2: Should you merge now? ....... May 64 
Supplier/ distributor/ customer— 
improving relations via research 
Pension reform: Unraveling the tangle . .May 103 
Collections too slow? Try credit 
insurance 
Hotline/U.S. stands pat 
as Canada goes metric 


January 46 
January 58 
February 41 


March 53 


Sales & Training 


Talking with a sales winner 
Capsule sales concept/Salesman— 
know thyself 
Planned purchasing—or How 
good is systems selling? ......... February 48 
Capsule sales concept/Bea 
recession fighter February 66 
Sales training: tailored to fit March 76 
Capsule sales concept/You count too. . March 80 


January 50 


January 66 


Confessions of a factory rep 

Inside a sales meeting: Participation 
pays off at Ziegler 

Capsule sales concept/Build 
your own team 

Blanket orders vs. systems contracts 


Would you hire this sales trainee? ... 


Hurdling 10 roadblocks to sales 

Capsule sales concept/Enthusiasm 
runs deep 

The new business of selling 

Your counter: It’s more than $$$ 

Capsule sales concept/Re-motivation 


Operations 


‘Economic order quantity’ 
simplified 

Advisory councils: Precision comes 
to problem solving 

Information + records=inventory 
control 


Companies 


Industrial Belting & Supply—Don't 
be different just be better 

Interstate Fasteners, Inc.: 
Happiness is 100 service centers 


Ross Equipment Co.: Sell it, or make it... 


profit both ways 
Federal Tool, Inc.: Growth is hard... 
Growing overnight is harder 


People 


Pacesetter/His system: ‘Systems’ ... 

57 Years in sales, 
and better than ever 

Pacesetter/Al Krivo: He’s been 
through the mill 

Pacesetter/W.G. Archer: A half 
century in distribution 


Associations 


SIDA’s 73rd Annual Convention: 
‘Teamwork—key to survival in ‘75 

TIS 1975—A call for action 

BSA Convention hears tough 
anti-trust panel 


April 51 
April 56 
April 58 


....May 83 
....May 96 


February 52 


February 55 








ID/ June, 1975 
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ID ARTICLE INDEX—JULY TO DECEMBER, 1975 


Special Reports 


Compensation '75 
Profitmaker /Safety 
Profitmaker /Plastics 
Profitmaker /Welding & bonding . .September 37 
Profitmaker /Power transmission— 
mechanical & fluid power 
Distribution Abroad '75 
Profitmaker /Metals 
Planning and budgeting in 
an uncertain economy December 29 
Profitmaker /Pipes, valves & fittings December 42 


October 42 
November 31 
November 44 


Ideas For Management 


Hotline Economic upswing stirs 

shortage, inflation fears............... July 34 
Hotline /Rising costs reducing 

direct sales conflicts August 38 
Factory Reps: Are they doing the job? . August 49 
Managers & Employees: Are they 

onthe same side? ............. September 31 
Hotline /Shakeups seen in supplier, 

distributor relations 
Viewpoint /Contract selling 

is no bargain September 54 
Should you give away your services? .October 31 
Hotline /New inflation threat; 

suppliers hold line 
Product liability: Are you 

ready for asuit? .................. October 48 
Hotline /Robinson-Patman Act 

under White House scrutiny ..... November 41 
Hotline /Controversy growing over price, 

discount changes by suppliers ..December 37 


September 42 


October 39 


Sales & Training 


Capsule sales concept /The other 
compensation 

Communications: Key to survival 

Capsule sales concept /Show and sell . August 56 

Capsule sales concept /The more 
you know 

Viewpoint /The salesman, treat him 
like an enterpreneur 

Capsule sales concept /Ban the 
Status GUO! ......... cess eueaees October 58 


September 60 


October 54 


Every salesman a behavioral 
scientist 

Capsule sales concept/ Merit 
and momentum November 63 

Capsule sales concept /Tough world? 
You're not alone December 54 


Operations 


Peden finds going backwards down 
computer road pays off 
Credit cards: Can they help 
CONIIT dai aes ek tas. September 50 
Distributors to share limelight in 
manufacturer's new newsletter 
Newcomer Products: Need ready 
answers? Flip a card 
Special program puts fasteners 
on computer 


November 52 


.. October 65 
November 65 
December 57 

Marketing 
‘Summer of '75' blade promo 

offers 5% to 15% discounts 


Sight/sound filmstrip boosts 
Tools & Abrasives system sales .September 65 


August 59 


Companies 


All-out goodwill pays at 
Oberjuerge Rubber Co................ July 41 
What's it like being acquired? ........ August 42 
Modernization? It’s more thana 
pretty face September 46 
People 


Pacesetters/ Sy Spatz, man with 
a vision 

Pacesetters/ Dale Holl, Specials 
are his specialty 


August 54 
November 57 


Associations 


Convention report: Variety and urgency 
spark TIS'75 
ASMMA’s distribution 
conference November 50 
PTDA's 16th annual meeting: Non-traditional 
meeting introduces space-age 


concepts December 44 





1\D/ December, 1975 





